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Jing 'an branch of ICBC, is the primary branch, the important component of the 
ICBC, the pathfinder of agency business transformation and the pioneer of bussiness 
innovation. Because which is located in the city center and financial and commercial 
center, Jing 'an branch has a unique geographical advantage. In the innovation of the 
financial institutions in the business, whether it's securities, fund, insurance, trust in 
Jing 'an district has set up a number of business hall and offices, which makes the Jing 
'an branch have rich cooperation object and more resources available in doing agency 
business. 
 
This article through to the present situation of the agency business in the Jing 'an 
branch, which including the cooperation with Banks, securities companies, fund 
companies, insurance companies, and other financial institutions and analyzing the 
problems existing in the agency business development of Jing 'an branch, such as 
innovative business development is slow, give priority to with traditional business, 
charge much slower growth. And then this article through the analysis of the profit 
model, reference and learn to operate business in cooperation mode and profit mode, 
analysis of our bank in the agency business in the future development direction and 
train of thought, which eventually hopes to make the agency business of Jing 'an 
branch through the profit model of cooperation way, and from individual business and 
based business to the business which have the profit pattern of financial innovation 
and wealth management. 
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素的参考模型。这些要素包括：   
价值主张（Value Proposition）：即公司通过其产品和服务所能向消费者提
供的价值。价值主张确认了公司对消费者的实用意义。   
消费者目标群体（Target Customer Segments）：即公司所瞄准的消费者群
体。这些群体具有某些共性，从而使公司能够（针对这些共性）创造价值。定义
消费者群体的过程也被称为市场划分（MarketSegmentation）。   
分销渠道（Distribution Channels）：即公司用来接触消费者的各种途径。
这里阐述了公司如何开拓市场。它涉及到公司的市场和分销策略。   
客户关系（Customer Relationships）：即公司同其消费者群体之间所建立
的联系。我们所说的客户关系管理（Customer Relationship Management）即与
此相关。   
价值配置（ValueConfigurations）：即资源和活动的配置。   
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